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Marketing plan template
Top three marketing actions:

1.

2.

3.


Situation analysis
Description of our business:
	Type here...




Key issues and objectives:
	Type here...




Targets
Sales target for the current financial year, as well as years two and three:
	This year:
Next year:
Year after:




The number of customers we will need in order to hit our sales target (in each year):
	This year:
Next year:
Year after:





Market overview
Our target market in terms of geography, customer types, needs and trends, market growth:
	Type here...




Market research
How many potential new customers are there? Any market research we have undertaken / are aware of.
	Type here...



 

Competitive analysis
Approximate number of competitors. Brief profiles of key competitors, including: SWOT analysis; website address; key products / services; how they differentiate themselves:
	Type here...





Segmentation strategy
Smart businesses focus on niche market areas. "A market segment = a group of people with shared needs."
	Segment 1 =
Segment 2 =
Segment 3 =
Segment 4 =





Positioning strategy
How do we want customers to perceive us in the marketplace?  For example -  Lowest price?  Best service? Highest quality? This is all part of the differentiation process (see below)
	Type here...





Differentiation
Our decisions on segmentation and positioning, combined with a competitive analysis, will help us to decide on how we are going to make our business 'stand out from the crowd':
	Type here...




How can we educate our customers? For example, by writing a Buyer's Guide:
	Type here...



 

Key messages
These should be repeated throughout our promotional campaigns.
	Key message 1:
Key message 2:
Key message 3:
Key message 4:




It is important to keep repeating consistent messages throughout our marketing campaigns - as it will take a while for them to 'sink in':
	We will use our key messages in our website and within....





THE MARKETING MIX (Also known as the ‘Four Ps’)


Product(s) / Service(s)
List our products and services. Include key features. What, if anything, is unique about them? Are we going to launch any new products or services?
Which services can we 'productise'?
	Product 1:
Product 2:
Product 3:
Product 4:





Price
Are we operating on a ‘cost-plus’ basis (i.e. calculating our costs and adding a gross profit percentage on top) or a ‘market-based’ pricing basis? 
Alternatively, are we setting our own prices?
	Type here...





Place
Where will we sell our products / services? Can people buy directly from our website?
	Type here...





Promotion
Which promotional tools will we use to create awareness and generate enquiries?  For example:
Internet marketing
*  Website 
*  SEO  (Search Engine Optimisation)
*  SEM  (Search Engine Marketing, i.e. Google AdWords)
*  e-Newsletter:  www.constantcontact.com
*  Blog: http://wordpress.com
*  Articles 
	Type here...




AMPs (Alliance Marketing Partners)
An AMP is a company or person who has a trusted relationship with members of our target marketplace.
	Type here...




Networking 

For example:
*  Ecademy: http://www.ecademy.com
*  Chamber of Commerce 
*  Business Link 
	Type here...




Events
*  Public Speaking 
*  Speaking opportunities?
	Type here...




Press relations
*  Media list 
*  Press contacts 
*  Press release ideas 
	Type here...




Printed material
*  Business cards 
*  Postcards 
	Type here...




Referrals
*  WOM (Word of Mouth Marketing) system 
	Type here...





Integration
To what extent is our marketing mix integrated? For example, is there a consistent look and feel?  Do we highlight cross selling opportunities?
	Type here...





Measurement
How did people find us? Results and feedback - to be recorded on a monthly basis and compared with our marketing plan, to see what's working. Appropriate action to be taken.
	Type here...




Please ask us questions and for feedback on items at: www.marketingcompass.co.uk
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